Objective: The goal of the article is to study the problem of identification of the correlation between the goals and development strategies of network structures (organizations) and the goals and strategies of SMEs, realization of their harmonization and synergy effect generation as well as adaptation of typical strategies to the conditions of functioning of small and medium-sized family businesses within network structures.
structures an express questionnaire online survey of the representatives of small companies in different sectors of Lviv and Lviv region (Ukraine) was conducted. The sample included 134 respondents.
Findings:
Calculation and statistical analysis of empirical material collected within the survey has not confirmed the assumption made by the authors about presupposed that the overwhelming majority of the representatives of small and micro enterprises would be open to (ready for) cooperation in the supply chains, ready for close interaction in the field of IC, business process integration with the supply network or chain participants/partners, etc. Only 7.6% are ready to be active participants of network structures, 84.6% are not yet clear about that, while 7.8% object to such cooperation. Less than 40% are ready to integrate their ICs with the ICs of network participants, and the same is the number of those who are not yet clear about that. The largest number of negative answers was given to the question about the readiness to share competences, expertise with network participants -38.5% and 30.7% are not clear about that.
Commodity (service) certification procedure is the direction where the representatives of SMEs showed the strongest readiness for cooperation (69.2%)
Introduction
Currently, in the epoch of business globalization, integration and internationalization, dynamic and active information technology development, the striving of companies to be more flexible and elastic in their response to the fast environment changes they cannot affect is one of the main trends. Great attention is paid by companies to the search of new forms, ways and concepts of functioning that would meet current and future demands, in particular, in the field of customer expectation satisfaction, thus creating a competitive advantage. Some companies, all the more small and medium-sized family businesses, find it hard to compete on the market. Therefore, there arises a need for cooperation between companies (representing different business types and domains: producers, insurance companies, distributors, banks, logistic operators, advertising, trading and other companies) within supply networks and chains. Such need is caused by the necessity to quickly react to the changes in the demand and the customer's requirements, to provide comprehensive customer services, etc.
In the current conditions of tougher competition establishment of network structures constitutes a great chance of efficient functioning for small and medium-sized family businesses. Thanks to their involvement in supply networks or chains such companies get access to strategic means and obtain confidence of their existence prospects. Positioning of family SMEs in supply chains requires identification of their relations with each other and with the integrated system in general. Therefore, actualization of scientific research in this direction is quite logical.
The goal of the article is to study the problem of identification of the correlation between the goals and development strategies of network structures (organizations) and the goals and strategies of SMEs, realization of their harmonization and synergy effect generation as well as adaptation of typical strategies to the conditions of functioning of small and medium-sized family businesses within network structures. Theoretical (critical analysis of sources, data systematization, statistical analysis, comparative analysis, hypothesis formulation, etc.) and empirical (survey method, observation, critical analysis, hypothesis verification, etc.) research methods are used in the article.
Current State of Knowledge

Analysis of SMEs development prospects within network structures
Supply networks and chains are complex formations. These are the integrities of companies of producers, suppliers, mediators, consumers, having their own missions, visions, values and business models, but also common goals, no territorial restrictions. The key factor here is strategic partnership based on high level of trust and transparency of relations. This, in turn, reduces transactions costs, increases predictability and provides companies with flexibility and opportunities for achieving their own goals, improves their response to innovations and performance oriented at the end user (Szymonik, 2010, p. 174) .
Intensive development of large network structures and supply chains is directed towards globalization, however, such development is ensured by business initiatives undertaken by small and medium-sized enterprises (SMEs), without voluntary inclusion of which into these structures such development would take longer and be less efficient.
On the other hand, acceptance of the strategies of network structure development as their corporate business development strategy by large networks creates attractive conditions for the development of companies from small and medium-sized business since it does not normally require from them any substantial investment, risky strategic decisions, but rather 'firm' regulation of their tactical and operating activity. In general, both large networks, and SMEs are necessary for each other, this causing the sources of competitive advantages in improving elasticity (accessibility of network products), and, hence, a certain synergy effect. Construction of a network structure or functioning within such structure often constitutes a pre-condition for further development of small and medium-sized family businesses, since it provides prospective opportunity for expanding the scope of their activities, developing new competences and gaining new knowledge. The goal of the network structure is also to create 'new value' for customers, that would provide a competitive advantage. However, that does not happen in each specific case. In the network structure there occur many complex situations, there are different interests, a number of factors of organizational and cultural, market and legal nature, affecting the supply chain and network and thus determining their success.
The prospects of SME development have for quite a period been a significant subject of scientific research done by scholars abroad and in Ukraine, Oklander (2012 , pp. 125-254), p. Reshetnikova (2009 , N. Karpenko (2008, pp. 15-267) , and others. Thus, according to a specialist in network economy M. Castells, '…new economic forms are built around global network structures of capital, management, and information. … Companies, firms, other organizations and institutions merge into the networks of different configuration, the structure of which is characterized by deviation from traditional differences between large corporations and small business, embracing sectors and economic groups organized by the geographical principle' (Castells, 2000, p. 81) . According to this scholar, in order to take on new markets large corporations should change their organizational structures. Some changes include increased use of subcontracts of small and medium-sized businesses, viability and flexibility of which would enable to get a gain in productivity and efficiency of both large (network) corporations, and economy in general. Thus, it is at the same time obvious that small and medium-sized enterprises are the forms of organization, that are well-adjusted to the flexible production system in the conditions of information economy, as well as that their updated dynamism starts being controlled by large corporations remaining in the center of the economic structure of the new global economy. We are witnessing the crisis of traditional corporate organizational model based on vertical integration and top-to-bottom functional management (Castells, 2000, p. 161 ).
Small and medium-sized firms are often controlled by the system of subcontracts or are under the financial / technological domination of network corporations. But they also often take on initiative in the establishment of network relations with some large firms and / or other small and medium-sized firms, finding market niches and establishing joint ventures (Castells, 2000, p. 165) .
At the same time, the problems of identification of the correlation between the goals and development strategies of network structures and the goals and strategies of SMEs still remain understudied.
Positioning of participants in the supply network or chain requires identification of their relations with each other and with the integrated system in general. By their nature these relations may be: confrontational; cooperative; symbiosis of confrontational and cooperative, that has been labeled 'cooperence' or 'coopetition'. In general, relations between the participants can develop both horizontally and vertically. Cooperance presupposes simultaneous existence of cooperation aimed at achievement of the accepted system goals and confrontation (competition) for expansion of one's share, role, importance, share of income, etc. It is obvious that all that can be achieved just through reduction of the costs and/or adding value for the customer. Therefore, it is so important to identify prevalence of this or that general strategy of the supply network or chain on the whole and for specific SMEs, strategic units of business, segments, niches, etc.
Special features of SMEs functioning within supply chains
A special place within the system of strategic development of SMEs as participants of the supply chain goes to supply and procurement management strategies, that is development of the distribution channel. These issues have grown over the past years from the range of current management matters into the category of strategic management objects, and viability of the whole supply network or chain is becoming more and more dependent on the efficiency in this field (Linders, Johnson, Flynn, & Firo, 2007, p. 697 ).
This fact is confirmed by the complexity of the tasks to be performed here:
correct interpretation of the corporate goals and the goals of the supply and procurement subsystems; substantiation of the rational plan and strategy of achievement of the goals and tasks set; identification of the core aspects in the activity of the procurement and supply service integrated into the organizational structure of the distribution system, etc. In our opinion, a logical conclusion can be drawn that since supply and procurement objectively constitute a separate integral functional direction of integrated systems, the strategies characterized should be allocated a special place in the processes of managing strategic development of small and medium-sized enterprises, but with simultaneous coordination with the so called process strategies of supply system integrated planning, which, in 
Results
The study of the SMEs positions in the Ukrainian economy For comparison, in Poland at the beginning of 2018 (GUS, 2017), the share of micro enterprises was 96.5% and they provided 30% of the total volume of value of products with a share of persons employed of 40.4%. The contribution of large enterprises and the share of employees, and the share of value of products is the same as in Ukraine. However, the importance of medium and small enterprises in Poland is less: medium-sized enterprises share is only 0.7% and the share of small enterprises is 2.6% in total, their share of value of products is 16.5% and 10.5% respectively. (1.2%), health care (6%), transport, warehousing business, mail and courier activity (5%). The structure of distribution of the volume of output sold by sectors is similar for small companies.
The change in the structure of the volume of output sold by sectors in 2017 as compared to 2012 is represented in fig. 1 and fig. 2 for small and micro enterprises respectively. 
The prospects of cooperation of SMEs within network structures -survey results
In order to study the prospects of and readiness of small enterprises for cooperation within network structures an express questionnaire online survey of the representatives of small companies in different sectors of Lviv and Lviv region was conducted. The sample included 134 respondents.
The respondents were asked to assess the degree of consent (readiness) to cooperate in the following directions: readiness to be an active member of the network structures (organizations); readiness to share core competences (know-hows) with the network participants/partners, as well as to integrate their information systems with the ISs of their partners (suppliers, distributors, etc.) for the sake of reinforcing coordination and raise the degree of cooperation between network participants, readiness to undergo the procedure of certification of their goods/services in order to meet the network's standards; readiness to change (adjust) their management system, business processes in accordance with the network requirements. Calculation and statistical analysis of empirical material collected within the survey has not confirmed the assumption made.
Thus, only 7.6% are ready to be active participants of network structures,
84.6%
are not yet clear about that, while 7.8% object to such cooperation. However, clarification of the exact reasons curbing SMEs from establishing close cooperation in the supply chains will become subject to further research.
Development of SMEs in the supply chain: from operational to strategic level
The results of analysis of foreign experience of supply chain functioning and development in specific modern conditions (in particular, tougher competition and mediator enlargement, increased share of retail commodity turnover via trade networks, change in the end user's behaviour, informatization) allow to point out the types of promising specialization strategies (table 2) . Thus, large national logistic and distribution enterprises should apply a comprehensive strategy which gives opportunities for the provision of a full spectrum of services in supply chain management -warehousing and distribution services, cartage, international transactions and customs registration of goods, introduction of integrated IT solutions for supply chain management, establishment of the service for electronic business (e-fulfilment). Function-specialization strategy and corporate and business-level strategy is expedient for enterprises specializing in logistics and trade mark development. That is for such SMEs it would be expedient not to embrace all the parameters to the fullest extent possible, but to focus on some of the above functions.
Wholesale companies, catering companies and e-commerce entities should select customer/product-specialization strategy, own trade mark marketing. The participants of this group may also focus on distribution consulting (for example, in design and retail outlet management, risk insurance, private trade mark creation and development, intellectual property and logistics).
Let us generalize the characteristics of theoretical approaches and decisions that may be passed by the supply network or chain participants for the sake of their strategic development in fig. 4 .
Future status of commodity and service supply network or chain development may conceptually be described as a dynamic system with vague inner and outer boundaries, a poorly structured one. It may be represented as a certain relatively stable 'frame' built of the key elements of the distribution system and dynamic relatively less stable filling of this 'frame' with other business entities, in particular, the ones representing small and medium-sized enterprises due to which the distribution system acquires mobility properties, this enabling it to successfully adjust to the changing conditions of the environment and act anticipatively to react to the changes expected from customers. Scientific guidance by such principles causes the need for building up the internal structure of strategy pyramid (the overall strategy of strategic business units -functional strategy) in the horizontal and vertical dimensions, that is specific functional strategies adjacent to some domains and functions at the level of the integrated system and business strategies of business entities of the distribution system. That is critically important for the network-type system (partnership, franchising networks, mixed, not firm networks), since their integration may generate numerous targeted conflicts that are extremely difficult to avoid, therefore, 'arbitration' mechanisms need to be introduced. It is much easier to avoid targeted conflicts if the goals of business entities are coordinated at the strategic level.
It is obvious that each current or prospective network participant must be informed about the system's strategic goals, its mission, vision and principles of functioning in order to adapt its goals respectively, or to make the respective coordination of special conditions, or even pass a decision not to enter the structure of that network.
That means that the above descriptive model of the mechanism of strategic development of family SMEs in network structures must be filled with specific sense out of the possible solutions represented here. Hence, that enables each business entity to assess the opportunities and threats for this network, assess its strengths and weaknesses through the prism of the distribution system, outline acquisition of core competences, specialization, place in the system, degree of institutionalization of the relationship with the system and its entities, etc. and thus approach development of its own business strategy. That refers equally well to both SMEs in retail sales (trade outlets, e-stores), and performers of logistic functions (transportation, forwarding, delivery), information, communication, service, etc.
The semantic model of the mechanism of strategic development of family SMEs in network structures, represented in fig. 4 , does not in any way mean that integrated network functions only on the basis of one general strategy.
And that means that in relation to some goods/customers/markets low price strategy can be applied, while to others -differentiation strategy, and still to others -concentration strategy. Thus, business strategy of a specific business entity (SMEs), either in the period of stabilization of its place in the network, or in the period of its entering the network, may be structured in accordance with the above strategic decision options.
In case of small and medium-sized enterprises, knowledge of the market and customer needs is crucial for the development and growth of competitive ability. Construction of the strategy of competition in small enterprises, with due account of their specificity, should primarily focus on minimizing of costs and stable quality of goods/services. Also, application of the option with the priority of opportunities and threats is expedient, since it stands for the need to adjust (use) own strengths, if there are any, to the conditions of the network, and to eliminate (remove) own weaknesses via development of respective competences, technologies, means, etc.
Intensive development of e-commerce, based on the dynamic devel- 
Conclusion
Modern supply networks and chains must possess a considerable elasticity potential that will enable them to successful adjust to the turbulent environment. Such elasticity potential should be developed via involvement of small and medium-sized enterprises with a relatively narrow specialization. Such process must take place in the context of well-grounded decisions of out/ insourcing in the distribution system and towards construction of network structures in the strategic dimension. Involvement of small and medium-sized enterprises will contribute to increased elasticity of network structures' means.
Since small firms cannot change the environment where they function, they are forced to adjust to current conditions and requirements. Therefore, they should focus on their permanent study. That causes the need for further studies for the sake of developing respective competitive marketing and logistic strategies for small and medium-sized enterprises.
